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DATE June 8, 1973 



CHARTER 



(This should be fhe curreni charfer of your prcducf !me as agreed 5o by fhe 
OperaHons Cow.mUiee, If available; if not, put down what you think the 
charter of your product line should be. In future quortcrs this wiji not 
have to be changed unless you are r&questing a change to your charter, 
and the change should be'cleorly identified.) 

In defining the Charter o£ the grcup, v.'e have taken accoxmt of 
the areas we have traditionally had success in and projected 
these into the future. In addition, v-ze have taken account of 
the business the Corporation is primarily involved in and have 
deterinined a coraplementary role for the product line. 

Fundamentally v^e are: 

1. In the large computer systems business, 

2. Providing immediate response on-line data processing systems, and 

3. Providing networks of hierarchical computing systems. 

Out objectives are; - ' - 

1. To make DECsystem~10 Sales, Field Services and ■ Software 
Support operations a profitable, long-term business. 

2. To develop growth markets for the DECsystera-10 to take us 
to more than $100M per annum. 

3. To develop new products to maintain and enhance our "market 
shares . , 

4. T'merever possible/ to perform the above with a view ,ft*>^'' 
complementing our corporate minicomputer business and, 
thus, to enhance it. 

Note: * means change from last input. 



DAGp 2 PRODUCT LINE DECsystem-ig 
' DATE Jun e 8, 1973 

objectiVes: 

(Concisely list v/hat you consider \o be the key ob|ective.> of your product fine for the 
next two years.) 

e . 

1. Get us back to greater than 30% contribution. 

2. Completion of KLIO program for first' shipment in September, 1974. 

3. Establish KAlO and KIlO traditional products as a profitable 
upgrade and refurbishment business. 

4. Complete software unbundling -and establish as identifiable and 
profitable business. 

5. Establish strong and profitable systems capability particularly 
for the netv.;ork business. 

6. Complete development of Typeset-10 and make money at business, 

7. Establish "10" as an OEM product. 

*8. Better return on assets controlled. (Not yet quantified) . 
*9. Establish clear market leadership as number 1 in timesharing. 



CONCERNS: 
(List concisely any ma{or concerns you have, for either Interna! or external, which may limit 
the achievement of your objectives.) 

1; Space problems — very critical! 
Engineering Space 
Advanced Systems Manufacturing 
Refurbishing Group. 
KLlO Manufactu:^ing 

2. Introduction of KLIO and phase out of older products could 
seriously affect shipments . and profits for six months.. 

3. Will typeset ever v/ork? Can we sell such complex systems to 
inexperienced computer users? 

4. Problems v/ith managing software effort: product late, wrong, 
conflicts v;ith product line. 

5. Management weakness in systems and some marketing areas. - 

6. 10 sales effort being diluted 

Management now has to manage 11/45 's. 

10 salesmen have budgets for 11/45 bookings. 

Haven't yet learned to manage what they have. 

7. Rental program — essential for government funded business outside 
of scientific area. 

*8. Potential low-end competition from DG, Interdata, etc. 

*9. Potential recession. 

*1. Still a major problem 

*2-7. Progress being made although concerns remain. 
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DATE June 8, 197 3 
MARKET PLAN 



(The ob(ecHve of this plan is to communicate your market strategies to be used over 
the next 2 years which would be given to sales and advertising departments os a 
as a guide of your objectives.) 

COMPETITION: 
(Who is your competition^ and what do you expect them to do over the next two years?) 

Xerox is now probably our toughest competition again. Their product nov; _ 
VTOrks very well. It is better in some areas. They are using a wider sal'es 
force and are becoming very aggressive again including pricing. IBM is 
everj'^vhere. Expect that they may get better at networks and typesetting. 
This v/ill affect our competitiveness. CDC and Burroughs are hard to replace; 
otherv/ise, we can cope with this competition on the low price end, and v;ith 
T/S. Honeyt'/ell Univac CDC, NCR Burroughs *Additional potential 

PRICING: problem on low end from DG, Interdata, etc. 
(What changes in pricing ore you planning?) 
In FY75 KLlO v;ill cause major price changes dovTiwards for existing products. 

Softv/are will be identified even more and v/ill constitute a bigger percentags 
of the customers' dollars to us--up to 20% in some cases. 

*Now expect that price, reductions will be needed in Q3 and Q4. Have 
budgeted a 4% reduction for those quarters. Necessity will depend on 
;<;PLj_j{^^nomy and competition at that time. 

(What are your general objectives In using the sales force? Are you expecting Increased yields? 
fewer salesmen? or any other brief description of what direction you expect to give to the sales 
' force . ) 

Grov7ing sales force to 100 specialists by KLlO introduction, nearly 70 now... 

was 45 at end of last year. . 

11/45 sales effort being "mixed in. Hope to take advantage of this in 1^5 yrs. 

Emphasizing lov;er price systems $400K to $600K. 

Selling tools, not total solutions . 

*Have planned reduced yields in order to ensure adequate funds for sales 
force growth. Recession could make these yields seem high. 
ADVERTISING: ■ : ' ' • 

(How dp you expect to use advertising to help your market strategies over the coming years? 

Will you be concentrating on direct mail^ general ads, trode shows, etc.?) 
Some brochures, just a few ads. Most of money being saved for Q4/74 
introduction at WCC. Heavy advertising in the following year. 
\ *Strategy change in advertizing likely. Have budgeted less money. 
Intent is to keep KIlO business going for 18 months. 
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DATE June 8, 197 3 

PRODUCT PLAN 



(This page will be used to communicafe v/ha}- products you will need over the next 
t-Jme period In order to be successful in vour business.) 

ASSUMPTIONS: 
(Identify what hardv/are and softvare products you are expecting the general hardv/are groups 
developing for you and when you expect to get them. In addition^ Identify products that you 
■ would like to be developed that ore not currently scheduled to be done.) 
Bob Puffer is producing : 

RS04 Swapping Disc Ql 74 
, TU16 1600 bpi tape Ql'74 
RP04 Mass File Q4 74 

Brad Vachon i s producing : 

TU43 2 00 ips, 1600 bpi tape system 
*Saine as before. However, likely to use Special Systems TU43 as a 
150 ips, 1600 bpi standard system. 
HARDWARE: 

' (What signljlcont hardv/ore developments are you planning to compliment those assumed 
above, and when do you expect them to be available?) 
We ar e providing : 

RlilO Mass Bus Controller for the KAlO and KilO 
DC76 Asynchronous Communications 
DC72 Remote Batch terminal and concentrator 
DA28 Inter computer com.munications unit 
plus, of course, the new KLIO processor- and 
associated memory and controllers 
We Need : 150 ips, 1600 bpi lov/ cost transport with 6,25-0 bpi later 
new 300 1pm 1-ov/ cost printer 

SOFTV/ARE: |||5^d|ic '^^'^^''y 
(WhatsignIfIcanrs%fh'.W5-'3^veloj3'ments are you planning to compliment those assumed 

obove, and when do you expect them to be available?) 
Softv^are Under Development : 

5.07 Monitor f or KAlO • / 

6.01 virtual memory monitor for KIlO 
VIROS for KLIO 
Message Control System 
Data Base Management 
FORTRAN- 10 

New Multiprogrammed Batch 
Typeset- 10 
ORDERS: *^° change although more emphasis being placed on TOPS-10 for KLIO. 

(Identify any product you are currently accepting orders for that has not been released to production.) 

MCS, DBMS, Typeset-10, FORTRAN- 10 

*No change. * 



**No change although in-house. manufacture of RP04 could alleviate need 
for RP05-. Lower costs v/ill allow lower price or alternatively a half 
. capacity RP04 would fill the RP05 bill. 
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DATE Jun e 8, 19 7 3 
THE SERVICE PUN 



lARDV/APxE: ' 

|(Br?efly explain your strategy in the hardwore service area identifying what types of service 
you will be offering with your product and how it may be chanc^-ing over time.) 
lTist:allation «, . 

8, 12, 16, and 24 hour ' inaintenance contracts, resident and on-call. 
5 and 7 days per week 
Schedule PM service. 

Special hardware training — no regular courses. 

The P/l ships spares to be used on-site -with each system. These are includef 
in warrant-y. 

No charge for field add-ons is made nor for ECO's if custoirter is under contra: 
Special acceptance tests giving guaranteed uptime and crash rates are perfor::; 
when negotiated. 

Penalty charges are offered on a special basis. 

We are beginning to perform more diagnostic and error detection capability 
on-line. This is nov/ done for discs and tapes will shortly be included. 
With the advent of the KLlO we will do raore of this and v;ill likely have 
cojwnunications links to all of our systeros for immediate analysis before 
F.S. departure to the site. 

. (Briefly explain your strotegy In the software service area identifying what types of serN'Ice 

you will be offering with your product and how It may be changing over time.) 
|fe have taken the move towards unbundling services and are linking bundled 
Support to installation and SPR warranty. Additional software help is being 
sold as needed for each account. • 

Major updates of monitors will be charged for and will include a one year ' 
SPR warranty. 

SPR service is now being ^performed by a separate maintenance group in the 
software support organization. This Vv^ill provide a fast response bug fixing 
service. ... • 

Other unbundled services such as. training, program conversions and opera ti or. s 
management are now being offered and these enhance our attractiveness to mar:v 
customers. 

*No significant change. However, it is unlikely that maintenance services 
will do better than break even. Unbundling of products has a much better 
chance of making" money. 

**Need for more attention- here. Increasing competitive pressures on 
the one hand, plus lack of profits on the other. Business is too big 
to give up, but we must make it profitable. Need a new approach with 
the KLlO. 



PAGE 6 ""* ~ 



DAT E June 8, 197 3 
MANUFACTURING PLAN 



(The objective of this page is to communicate your Ideas on hov/ you will be controiifng 
your inventory ond the cost structure pecessary to run a successful business.) 

.INVENTORY: ,. 

(What level of inventor)' do you expect to operate at and hov/ will you be controlling to 
achieve your goal ?) 
We have modified our finished goods inventories down 6 . OM in Q4 74, in keep: 
with oxir phase out ideas of older products in PY75, 

The p/l feels responsible for every inventory item. The manpower and coit}- 
puter time dedicated to this is helping us to Identify every piece together 
with its scheduled use. . - 

*The increased shipments budget has improved both the backlog and 
inventory pieces of the plan. 



COST: 
(What cost structure do you need to achieve over time to be successful in your business? 
The obvious onswer is decreasing costs. The desired answer is what will you be doing to 
achieve the cost levels that you need^ better ordering of materials, new designs, cost 
reduction of FA & T?) 

The cost structure for profitability varies, by item depending on whether 
it is bought out or of in~house manufacture. Obviously, competition helps 
set this. 

The p/l has traditionally spent -a great deal pf time with purchasing and 

vendors to achieve the desired levels. A major part of our engineering eff; 

is aimed at cost reductions. 

The KLlO will allow us to move towards 5X markups on many in-house electron: 

items. 

*The cost accounting efforts to more clearly identify product line 
. costs will be very welcome. Standards are essential, the quicker 
^ we move to these the better. 
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DAT E June 8, 19 73 
AREA PLAN 



lEUROPE: 
(Whaf- do you expecf from Euiops and hov/ will you go abouf helping them to attain your 

goals. Are you expecting a more rapid growth than the total product line in this area? 

Changing cost patterns? or any other thoughts that wlli help communicate your expectations.) 
This operation is growing and is hiring well in spite of the usual diffi- 
culties. The profitability is superb; I'm not certain they'll be able to 
maintain it. 

*No -change • 



|GENERAL INTERNATIONAL: ' ■ 

(Again the key point is communicating your expectations and desires from this area and how 
you will attain this over time.) . ~ 

This has been a growth "area in FY73. Ron- Smart is very optimistic about Fy: 
opportunities. It could use some dedicated management at Maynard to ensure 
that we plan and support" this business properly. 

*l!To change 



NORTH AMERICA 

The biggest push is to build up the 10. Computation sales force to 100 
specialists worldwide by the beginning of FY 75. North America obviously 
represents the major piece of this and is nov.' recovering from a. very slow 
start in FY 73. 

* North America ■ 

Since Canada operates as a subsidiary with local pricing, we should 
expect some uplift there. « 

The USA should see greater growth this year due to ease of 
hiring. ' . 



Page 8 (to b-e aj-facheci \o i^oO}origes_ to the JUNE Q UARTER LY RcVJEV/ PRODUCT L!N£ PLAN . Submission to be reviewed 
September 10, n, l2y"r~ 

The Operations Committee would like you to iead them in a discussion on various segments of your business and your 
alternate strategies to improve each segment. The segmants could be defined in forms of markets, hardware ^ iype of 
customer, or in any manner meaningful" to you. 

(use estimated numbers) 

(History ) FY 73 ' FY 74^ ^ FY 75 

Segments NOR G/vT GM% PLC PLC% NOR GM "GM% PLC PLC% NOR CM' GM% ' PLC ' PLC% 

1. KAIO/KIIO 31.7 14,7 46.4 8.39 26.5 45.8 25-4 55.5 17.0 37.1 27.3 14.6 '53.5 8.6 31.5 

2. Advanced Systems 1.4 0.88 63.0 0.60 42.9 2.0 1.2 60.0 0.8 40.0 3.0 1.8 60.0 1.2 41.0 

3. Software 1.8 1.6 89.9 0.16 ( 8.9) 2.0 1.8 90.0(0.4^^3.0) 3.0 2.7 90.0 

4. KLIO , - - 'a.03) N.M. ~ — — (3Xl5)N.M, 25.0 13.7 55.0 7.0 28.0 

5. ' . 



Total (EquafPlan) 
Discussion on Alternatives 



34.9 17.2 49.3 8.0 22.9 49.8 28.4 57.0 14.3 28.6 58.3 32.8 56.3 16.8 28.8 



